Difect Didl: 97.2-695:1201

‘Direct Fax:214-731-2933

Emall: mdevereux@homemtenors com

July:17, 2006

ViaElectronic Submission
Federal Trade Commissxon

Re!  Business Opportunity Rule; R511993

Dear Siror Ma’dam‘

h 6fdver',s',,' plaéiu'e;s;,ﬁ /& Seli products such
|ndependent ontrs

Decorating Consuttahfs in-the Uhlted States M‘éxuco Puerto Rico and Canada.

|- am wntmg thxs letter because. my Company xs very concerned about the proposed New
- Y S E : £ for :

in the proposed Rule w:ll makaﬁ:-nmpossuble for them to contmue their- busmesses 1f our
.Decoratlng Consultants:do:not succeed; then neither does:this. Cormpany that i about to
‘celebrate its fi ftueth anmversary :

‘1;5:1»9;F.mnk!ord Rd: Wast & Corcaliton, TX 75007

phiona 972:6F5.1000 -+ vewiv hamgintatiors.con
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Seven Day -W’aiﬁng’ Period

before new recrurts can enroll wrth the Company We feel thls seotlon of the Rule is. oonfusmg
and would cfeate an unreasonable burden for our Decoratmg Consuitants.

For the past.couple of years, the start-up sales kit for the Company has cost anywhere from:$99:
t0:$199. | éan walk into any store in America or, for that matter, shop online for millions-of items
that are more expensrve than our sales klts and hever. have to wart longer than lt takes me to

‘move any slower risks the- vrabrlxty of our busmess

In addition, the waiting period is unnecessary because the Company already has:a 90% buy
back pollcy for all products; including sales kits, purchased bya Decoratlng Consultant within:
the last twelve months..

If this waiting period is enacted, the Company would needrto keepvery. detarled records: when a
Decorating Consultant first makes contact with a prospective purchaser. Addltaonally, the.
Company would then be requnred to malntaln these extensxve records for three years. The

cumbersome to'the Company, but alsoto each of our Decoratlng Consultants

Elimination of 5’00’ Threshold

Because the proposed Rule would e'"lrmlnate the exrstlng $500 threahold under 'the Frant;hlse
have to produce numerous pleces of documented matenals i order to comply w:th the Rule s
requirements. Eliminating thé threshold would actually result in'compliance costs which would
far outweigh' the-benefits of the: pre-sale disclosures,

Release of Litigation Information

The Rule-also calls for the release of any Company information regarding prior litigation and civil
or cnrnmal legal actlons lnvolvmg mlsrepresentatron, or unfalr or deceptlve practlces Under the.
allegatlons tis an unfortunate realuty that anyone or any company can be sued for: almost
anythlng We see lrttle value in dlsclosmg these lawsurts unless the Company is: found gurlty of

Put another way, 1 would not expect to recenve such rnformatron from Wal M it ® or Target@
much less the mom and pop-shop down the strégt that sells:home decorative: products. |

In addition, it seems that claims of misrepresentation.are part of almost every complaint in
today s l:tlgatron matters Should prospectzve Decoratmg Consultants be- concemed for
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required if it is related to the earmng ‘opportunity: offered to the prospectzve Decoratmg
Consuttant. .

Earnings Claims

As itis currently wniten, the Rule requires direct sellers to gather information such as time
‘periods; demographic-and geographic data for Decoratmg Consultants and earnings claims.
‘Those perpetuatmg fraudulent busmess opportunlties wnll not prowdeaccurate data makang this

ireferences may caue‘e a backfash of prwacy iawsuns and a loss;- ofa’ number of our Decoratmg
Constiltants. o

_‘prospectwe purchaser searc
Consultants, use a Vare )
Decoratmg Consult nts, and. then send ese results to the prospectwe purchaser Thé tifhe’
and expense of this: requxrement would be i immensg; asthe search would be unique every fime:

We: also fear that the following sentence; required by the Rule; wnl! prevent:many individuals
from wantmg to'enroll as a Decoratmg Consultant: “If you buy 4 businéss opportunity from the
seller, your contact information can be disclosed in the future to other buyers.” Individuals are
very concerned about their privacy: ‘and ar wary of the constant threat.of 1dentity theft.
Therefore; mdlwduals will be very reéluctant to:share their personal contact information with

© someong who may bea complete:stranger. We are concerned: about the: same.issues from a
privacy- Imgatlon standpoint.

Concl'usion

Home Interiors & Glfts inc greatly apprecnates the work of_ the FTC in protectmg consumers;

consumer protectlon goals statéd inthe. proposed ruie:




Federal Trade Cornmission

Re::Business Opportunity Rulg, R511993
July 17,2006

Page 4 ‘of 4

Thank yol for your time in considering our comments.. | will be. happy. to. speak with you at.any.
time regarding.c ur concemns about the proposed Rule. Please contact me if you have any:
questions:. | .can be reachedat (972) 695-1201.

Melissa Devereux
Staff Attorney , .
Homie Interiors & Gifts, Inc.

Ce: John Webb, Dlrect Selling Assocnatton (Fax 202-452—9010)
Ed Mosley, Home lntenors & Glfts Inc. — vna lnteroff ce mail
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